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(NAPSA)—To protect yourself
and your dreams from catastro-
phe, there are four types of insur-
ance you should consider. 

MSN money expert, Liz Pull-
man Weston offers the following
insurance options to protect you
and your family.

Health insurance: Even if
you’re healthy, an accident or ill-
ness could wipe out everything.
Catastrophic coverage policies
make you pay for the first $1,000
to $5,000 in medical bills, but cover
everything else up to $500,000 to
$1 million. Instead of costing $400
a month for two people in their
30s, catastrophic policies can cost
as little as $100 a month. 

Umbrella liability insurance:
This protects you if you’re sued.
Your homeowners and auto policies
have liability insurance built into
them, but the coverage may not be
sufficient. The typical auto policy,
for example, may have a liability as
low as $15,000. If you cause an
accident that results in $1 million
of medical bills for someone, you
could be sued for the difference.

Experts recommend liability
insurance equal to at least twice
your net worth. An “umbrella” pol-
icy extends over your existing cov-
erage like an umbrella, kicking in
after your auto or homeowner’s
coverage is exhausted. For $150 to
$300 a year, you can get $1 mil-
lion of coverage.

Disability insurance: You
may think your biggest asset is
your house, but actually it’s your
ability to earn money. Chances are
you don’t have enough protection
should you be unable to work for
more than a few weeks.

Workers’ compensation usually
provides benefits only if you get
hurt on the job. Disability coverage
ends after a few months. Social
Security may provide benefits but
only if you can’t hold a job. About 25

percent of workers have long-term
disability coverage through their
jobs. You can buy a policy through a
professional or trade organization
or form your own group. Policies
that cover you for the rest of your
life are expensive; look for one that
pays until you’re 65.

Long-term care insurance: If
you’re under 50 or have more than
$1 million in assets, you probably
don’t need this coverage. If you’re
over 50 and have $100,000 or more
in assets, consider it. Long-term
care insurance covers the costs of
serious illness. If you can’t feed,
clothe or bathe yourself and need
an aide, long-term care insurance
pays the bill. Figure at least
$40,000 a year for nursing home
care, more for home care. Most peo-
ple need long-term care for two
years or less. Get it in your 50s.
You’ll pay less for coverage when
you’re 40 but you’ll pay for years
before you need it. After age 65,
premiums are several times higher. 

For more information and tools
that help access your insurance
needs, visit the Insurance Center
on CNBC on MSN Money (http://
money.msn.com), or use the plan-
ning tools within Microsoft Money
software to help you prioritize and
reach your goals.

Four Ways To Protect Your Financial Freedom
An Illness, A Wreck, A Misstep On A Ladder—Any Of Them

Could Dramatically Upset The Life You’ve Worked So Hard To
Build. Here’s How To Shield Yourself.

Protect your assets with four
kinds of coverage.

Guide To Funds Offers
Strategies For Success 

(NAPSA)—There’s good news
for anyone who is looking for a
guide to mutual funds that’s writ-
ten in plain English instead of con-
fusing financial jargon.

A respected source of mutual
fund analysts  and ratings—
Morningstar—has created a guide-

book that walks an investor
through the complicated—and
sometimes intimidating—process
of selecting a mutual fund.

The book, Morningstar Guide to
Mutual Funds (John Wiley &
Sons, Inc., $24.95), helps investors
of all experience levels take an
objective and informed look at
funds and build and maintain
well-diversified portfolios.

Authors Christine Benz, Peter
Di Teresa and Russel Kinnel give
investors the critical facts, proven
strategies and self-confidence to
choose the best possible funds to
meet their objectives.

To learn more, visit the Web
site at www.wiley.com.

A new book shows investors
how the performance of a mutual
fund’s management team can be
a factor when selecting a fund.

(NAPSA)—At a time when the
U.S. is enjoying record-high
homeownership rates, some in
the mortgage finance industry
have demonstrated a commit-
ment to bring the housing boom
to more “emerging markets” of
historically under-served families
and communities.

In March 2000, Fannie Mae,
the nation’s largest source of
financing for home mortgages,
announced the American Dream
Commitment, a $2 trillion com-
mitment to serve the affordable
housing needs of 18 million fami-
lies before this decade is out.

In March 2003, just three years
into the initiative, Fannie Mae
reported that the effort had
already topped $1.3 trillion and
that nearly 12 million families
had already been served. This is
thanks, in large part, to vigorous,
committed partnerships with
lenders nationwide.

“We work with our lenders to
create new loan products that fit
their markets and increase the
service to under-served groups
and to under-served communities.
And the progress is a direct result
of the commitment that they’ve
made to serving these communi-
ties in imaginative ways,” said
Franklin D. Raines, Fannie Mae’s
chairman and CEO.

In 2002, Fannie Mae and its
lender partners helped more than
5.5 million homeowners by provid-
ing $670 billion in mortgage
financing. Nearly one million
minority households were served.
The figure included:

• $24 billion for 213,000 Afri-
can-American families;

• $51 billion for 394,000 His-
panic families; and

• $61 billion for 375,000 Asian-
American families and other
minorities.

While gratified at the results of
the American Dream Commit-
ment to date, Raines noted there

was much more to be done. “Over
the next decade, minorities and
immigrants are expected to fuel
the growth in the mortgage mar-
ket, making up more than 60 per-
cent of first-time buyers,” Raines
said.

Fannie Mae, which along with
its partners leads the market in
serving Americans of color and
modest means, is also engaged in
a National Minority Homeowner-
ship Initiative in support of Presi-
dent Bush’s challenge to the pri-
vate sector to help meet affordable
housing needs. As part of this ini-
tiative, Fannie has pledged to
invest $700 billion through 2009 to
make home financing available to
4.6 million minority households.

As part of the overall effort to
expand affordable housing, Fan-
nie Mae is also working to address
the problem of predatory lending.
According to Raines, the aim is “to
use good money to drive out bad
money,” or loans which impose
lending requirements that can’t be
met by the borrower. 

For more information on the
American Dream Commitment, or
for a list of lenders, contact Fan-
nie Mae’s Consumer Resource
Center at 1-800-7FANNIE (1-800-
732-6643), Monday through Fri-
day, 9 a.m. to 5 p.m. EDT.

Bringing The Housing Boom To Under-served Communities

The American dream of home
ownership is increasingly possi-
ble for many families.

(NAPSA)—The idea of Father’s
Day was first proposed in 1909 by
Mrs. John B. Dodd, who wanted a
special day to honor her father,
William Smart, a widower, who had
raised his six children by himself.
It’s said she was inspired while
watching a Mother’s Day parade.

The first Father ’s Day was
observed on June 19, 1910 in
Spokane, Washington, and Presi-
dent Calvin Coolidge declared the
third Sunday in June as the official
day to celebrate Dads, in 1924. Ever
since, children have honored their
fathers with gifts—but finding just
the right gift can be a challenge.

For all those still trying to fig-
ure out what Dad might enjoy,
here are a few suggestions:

• Ask yourself what his inter-
ests are. Although the dad who
enjoys golfing is by now probably
used to receiving golf balls, tees,
golf towels, a driver or other utili-
tarian golf gear each year, you
can’t go wrong giving him some-
thing you know he’ll actually use. 

• Give him something to wear.
Find out his size, take note of the
colors he looks good in, and give
him a new shirt or two.

• Take him on a trip down mem-
ory lane. Was he a pilot in the Air
Force? Did he play the saxophone in
a college jazz band? Look for a book
that will spark some nostalgia.

• Give him the choice. Put the
power of gift choice in his hands.

Nearly 75 percent of the dads who
responded to the survey said they
would be pleased to get a gift cer-
tificate for Father’s Day and a uni-
versal gift certificate offers Dad
the most versatility. Some shop-
ping malls offer gift certificates
good for any store in the mall or
you can buy a similar offering
online. For example, GiftCertifi-
cates.com offers the SuperCertifi-
cate, which is good for hundreds of
stores, restaurants and travel
merchants. 

Whatever sort of gift you
choose, however, you may be glad
to know most Dads think the
greatest gift of all is knowing
their kids really care.

A Tradition Of Giving Dad Something Special

The dad who seems to have
everything may appreciate the
gift of a choice.

(NAPSA)—The world’s leading
hair care brand, Pantene, has
announced the third annual Pan-
tene Pro-Voice music competition,
a national contest designed to pro-
vide an opportunity for unsigned
female solo artists and female-
fronted bands ages 14 to 24 to
showcase their talent as singer/
songwriters. The third annual
Pantene Pro-Voice music competi-
tion will be available online at
www.pro-voice.com. The deadline
for entry is May 31, 2003. Log on
to www.pro-voice. com to enter
and for exclusive online access to
special offers, free music and Pan-
tene Pro-Voice prizes. 

Peptides have been recognized
for their role in wound healing
and their efficacy in improving the
appearance of photo-damaged
skin. An exclusive form of this
pentapeptide can be found in the
new Olay Regenerist line. The line
consists of Regenerist Daily
Regenerating Serum, Regenerist
Enhancing Lotion with UV Pro-
tection and Regenerist Perfecting
Cream to be used individually or
in combination to regenerate skin
appearance, reducing the appear-
ance of fine lines and wrinkles.
For more information, visit www.
olay.com.

Designed by a homeowner tired

of cleaning his gutters, Englert
LeafGuard® is the world’s only one-
piece, seamless gutter guaranteed
to keep debris out, while channel-
ing water away from the home.
LeafGuard’s patented design works
on the scientific principle of “liquid
adhesion,” drawing water down
and around its hood until gravity
and the water’s weight cause the
liquid to fall into the gutter. Mean-
while, leaves, pine needles and
other debris that would otherwise
clog open gutters, are deflected
onto the ground. For more informa-
tion about LeafGuard, contact
Englert  at 1-800-LeafGuard or
visit their Web site at www.Leaf
Guard.com.

***
A good idea that is not shared
with others will gradually fade
away and bear no fruit, but
when it is shared it lives forever
because it is passed on from one
person to another and grows as
it goes.

—Lowell Fillmore
***

***
The diary is an art form just as
much as the novel or the play.
The diary simply requires a
greater canvas.

—Henry Miller
***

***
Know how to do good a little at
a time, and often.

—Baltasar Gracian
***




